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ABSTRACT 
A fundamental element of strategic management is competitive interaction (Porter, 
1980). Since strategic management becomes a major factor for businesses to survive, many 
strategy researchers have studied various aspects of competitive interaction. Even though a 
great number of theories and analytical frameworks have been derived, most of these 
researches were carried out in the Westem business context. It is still questionable that 
whether these theories about strategic management can be applied to Asian business 
environment, or to other businesses with different industry structures. This study investigated 
the application of Chen's (1994 and 1996) theories and analytical framework on competitive 
analysis related to commonality and competitive response, and between response magnitude 
and performance in the Hong Kong primary residential market. A comparative study 
approach was adopted and findings did not support the notion as predicted from previous 
studies. This suggested an area for future study of competitive action and response: to include 
considerations of different industry structures and business environments. 
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A lot of great scholars have put great effort to study competition in the commercial 
world. Michael Porter, one of the gurus in strategic management, described competitive 
interaction ASa fundamental element of strategic management (Porter 1980). Smith, Grimm, 
Gannon and Chen (1991)，based on Porter's proposition, investigated how firms built 
competitive advantage by focusing on the specific actions and responseS of competitors. 
Macmillan, McCaffery and Wijk (1985) developed a rationale of estimating response times of 
competitors to easily imitated new products. These studies and researches were concentrated 
on the US business environment. Although both US and Hong Kong economies have open 
economies, there are still some significant differences. For example, there is no anti-trust law 
operated in Hong Kong and there are different business practices even in a same industry. 
Accordingly, the present study is to adopt those hypothesis and proposition developed by 
these scholars to test if, the Hong Kong primary residential property market, which has a 
different industry structure and is in the Asian business context, reacts similarly to the fmding 
of these scholars. 
In this study, the primary residential property market is selected because nobody can 
deny that property development is the most important business sector in Hong Kong. Among 
the top 30 companies listed on the Stock Exchange of Hong Kong, 11 of them are property 
developers or property investors. Four out of the five conglomerates in this top 30 list also 
participate in property development (Asian Business, March 1998). All these show the 
importance of property development to Hong Kong economy. On the other hand, in the last 
quarter of 1997，the residential property market, both primary and secondary, experienced a 
significant down turn of selling price which was totally in different direction as in the first 
two quarters of 1997. The selling price of Vista Paradiso during June 1997 was around 
HK$7,000 per square feet. However, the selling price dropped to HK$5,000 per square feet 
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in response to the market condition during December 1997. Cheung Kong, the developer of 
this property, was considered responding very quickly to the market condition. However, 
question as follows still might be asked:-
"Is the response time of the developers really fast and how does this affect their 
performances?" 
Even within this industry, price-cutting is the most unconstrained tool in competition. 
Besides, it can be easily imitated and has the shortest time lag. MacMillan, McCaffery and 
Wijk (1985) suggested that there were at least three characteristics of a new product that 
would affect the response time of the competitors. They are high visibility, high-perceived 
potential and products that are perceived as directly attacking a major strategic position of the 
competitor. All these will provoke rapid responses by competitor. Although price-cutting is 
only a tool instead of product, the suggestion by MacMillan, McCaffery and Wijk (1985) is 
still applicable to it. Every property developer can perceive directly the message of 
competition in price cutting rivalry. 
Price cutting is a brute force attack, in accordance with the study from Chen & Miller 
(1993), which is easy to match and significant. Its major rivals will be motivated to counter 
that attack. Price cutting is not a competitive market signal to convey information or to gain 
information from competitors because retaliatory reaction is immediately received (Heil and 
Robertson 1991). The response time to price cutting action is also very important because it 
will affect the result of selling in the primary property market. MacMillan, McCaffery Wijk 
(1985) defined response lag being the time taken for competition to respond aggressively. 
Smith, Grimm, Gannon and Chen (1991) further identified response lag as one of the four 
attributes of competitive response. Research results from Smith, Grimm, Chen and Gannon 
(1989) supported the hypothesis that "there was a negative correlation between organization's 
response time and its performance" and "as the perceived threat of one's actions increased, 
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response time would decrease". All these researches suggested and proved that a longer 
response time will be more profitable for the firm that initiates the action and less profitable 
for the slow-responding firm. 
In July 1996，the Consumer Council and the Hong Kong Polytechnic University 
conducted a thorough study on the Hong Kong residential property market. The study report 
has concluded that the primary residential property market is operated under a monopolistic 
competition environment. Everyone, if he/she has sufficient fund, can enter the property 
market as a property developer. For example, a textile merchant can acquire a piece of land 
through auction and build and sell a property. On the other hand, there is no identical product 
in this market as a perfect substitute. Each residential flat must have certain differentiation 
with the other even though they are in the same area or even in the same building. These 
characteristics shape the primary residential property market into monopolistic competition. 
Although there is no legal barrier to entry, potential new entrants still have to face higher land 
costs，higher financing costs, weaker bargaining power and limited access to land resources in 
compare with the existing developers. On the other hand, whether exit is costless is entirely a 
function of the market at the time with the consideration of heavy land acquisition cost. 
Moreover, as the development time for residential property is quite lengthy, new entrants 
therefore cannot enter and exit within a very short period. Thus, the residential property 
market is not very contestable. Detailed recommendations from the report are summarized in 
Appendix I. 
These findings and recommendation of the report gives the reader an impression that 
the residential property development market is operated in a relatively low competitive 
manner. Property developers are known to each other and avoid direct competition in order to 
secure their profit. New entry is very difficult due to heavy up-front investment and 
comparatively long time for development. 
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However, is this impression correctly reflecting the reality of the residential property 
development market? The following observations are some interesting events over the past 
few years:-
1. In 1994, Cheung Kong and Henderson used low price to attract buyers at their sites 
on Ma On Shan. 
2. In 1996，the luxurious provisions in King's Park Villa by Sun Hung Kei received a lot 
of good comment. Other property developers, such as Cheung Kong followed this 
action for its Lunguna Verde. 
3. In end of 1997, due to the shakening of the financial market, Wheelock sold the 
Forest Hill at a price lower than the second hand market price, which caused Cheung 
Kong to reconsider the selling price ofDeerhill View. 
There are a lot of interesting events which can demonstrate that the residential 
property developers are competing on selling price and other aspects. However, the report 
from Consumer Council could not reflect these observations. Consequently, this study is to 
look into the response of the property developers in the primary residential property market. 
We tried to complement some studies of competitive interaction in the Asian business 
context. In addition, we would want to analyze the relationship between response and 
performance, which is obviously very important to the developers themselves. This would be 
important to developers if such relationship can be adopted. If such relationship exists, 
developers can find out the best way of responding to an action in order to make the optimum 
profit. This would further contribute to academic study of competitive interaction and its 
association with different industry structures and business context. We anticipated to 
stimulate the application of similar concept for studying other industries, and also to expand 
the consideration of other measurement objectively. 
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The following is the framework of this study:-
Chapter II: A brief outline of the Hong Kong primary residential market and the 
attributes for this study will be presented. 
Chapter III: The theoretical framework will be discussed and the hypotheses of this study 
will be set up with reference to the literature review from different scholars. 
Chapter IV: The methodology to be employed will be described in detail. 
Chapter V: The result of the analysis to the hypotheses will be presented. 
Chapter VI: A general conclusion to this study together with other implications and 
considerations will be discussed. 
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CHPATER II 
THE HONG KONG PRIMARY RESIDENTL\L mDUSTRY 
Industry Overview 
In October 1997，Tung Chi Wah announced his target to build 85,000 residential units 
per year of which 25,000 units are private housing. This suggested to the public and to the 
private residential property market that about 20,000 units per year would be put into the 
market for sale. Although property development is very profitable, it is a capital intensive 
and time consuming investment. Only capitalists who have sufficient capital can play in this 
market and possess influencing power. Although players are free to enter the market as there 
is no structural barrier, this market is still dominated by several large capitalist who have 
enormous amount of capital. 
Primary residential property market is also very important to the Hong Kong 
economy. This can be easily observed as the downturn on the selling price of primary 
residential property always caused the downturn of the economy of Hong Kong. Most of the 
families bear burdens of mortgage for their own houses, and are hoping to make profit from 
an increase in property price. On the other hand, a significant part of the loan from the bank, 
around 40% as a whole, is on the mortgage of residential property. The richest men in Hong 
Kong are also those property developers. Over the past few years, residential property market 
plays an important part to the GDP of Hong Kong. Overseas investors are also looking for 
opportunity to invest in the residential property market. Such observations review the 
importance of residential property market. 
Developers for This Stiidv 
As previously described, only big capitalists can play in this industry. No one in 
Hong Kong would have not heard the names such as Cheung Kong, Sun Hung Kei and 
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Henderson. These developers play a significant role in the primary residential market and 
their major shareholders are the richest men in Hong Kong and even in the world. 
Cheung Kong, Hang Lung, Henderson, Sino and Sun Hung Kei were included in this 
study because they share same characteristics as described below:-
1. They are all listed companies. The result of selling residential property will seriously 
affect the share price and more information can be obtained from public sources. Thus, 
developers such as Nam Fung and China Chem are not included in this study. 
2. Residential property plays a key role in their overall sales. Therefore, developers such 
as Swire, Wharf and Hong Kong Land whom more concentrated on commercial 
properties are not included in this study. 
3. They put significant number of residential property into the market for sale each year. 






Competitors, as defined by Chen, are firms operating in the same industry, offering 
similar products, and targeting similar customers (M.J. Chen 1996). Competitor analysis is 
therefore to understand and predict the rivalry, or interactive market behavior, between firms 
in their quest for a competitive position in an industry (Caves 1984; Porter 1980, Scherer & 
Ross 1990). Chen (1996) suggested that the focus of competitor analysis should be on 
assessing competitive tension between firms and the potential of these two firms for engaging 
in rivalrous behavior. Competitor analysis is thus conceptualized as the study of two vital 
firm-specific factors: market commonality and resource similarity. 
As described previously, each product in primary residential market in Hong Kong is 
unique and a one-time product. However, these products share a lot of market similarity 
which will be modified as product commonality, as discussed later. On the other hand, the 
property developers, as suggested as the competitors within the market, possess a lot of 
resource similarity. As these are the basis for competitor analysis, Chen's (1996) proposition 
is therefore adopted. 
Market Commonality Vs Product Commonality 
Market commonality, as defined by Chen, is the degree of presence that a competitor 
manifest in the markets it overlaps with a focal firm conditioned both by the strategic 
importance to the focal firm of the shared markets and by that competitor's strength in these 
shared markets (Chen 1996). Each market is unique. Two firms are head-on opponents and 
will experience great tension if they compete directly in many markets vital to the other. 
Market commonality, which captures the extent to which two firms are in direct competition 
in the market, is a primary dimension of competitor analysis as well as driver ofrivalry. 
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As previously mentioned, the market in this study is the primary residential property 
market. Therefore, Chen's (1996) concept is modified to product commonality. Although all 
property developers sell the same kind of product, namely residential units, in the primary 
residential market, each product is unique because residential units are different in location, 
size, ease oftransportation, basic provision, associated facilities, etc. Besides, the selling time 
of different properties, buildings or even phases of an estate are usually not the same. 
Therefore, Chen's (1996) concept on market commonality would be modified as product 
commonality. 
Suggested Attributes for Studving Product Commonality in this Industry 
Location 
When you ask the agent of the secondary residential market about the determining 
factor of selling price, he will tell you the three determining factors as "Location", "Location" 
and "Location". Similarly, location is one of the determining factors on the primary 
residential market. We can expect the selling prices of properties in Yau Yat Chuen are 
nearly the same because these properties are located in the same luxurious residential area. 
We can further expect a same relationship for the selling prices of properties adjacent to the 
KCR stations or MTR stations, due to the ease of traffic. Therefore, location is the first 
attribute of product commonality in this study. We may expect that when one developer sets 
his selling price, he will study the current market price of properties near his developed 
property. 
Time of Sale 
When a developer is putting his property on sale, he will make reference to those 
properties that are closed to the time of sale. When the current market price is rising, the 
developer will not reduce his price unless he can foresee that there would be a decline in the 
market in the near future. Thus, time of sale is another attribute of product commonality, 
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which can be objectively measured in this study. We put a six-month horizon in this attribute 
because making reference to selling price six months further is considered too remote. This 
will be further discussed in detail in the chapter ofMethodology. 
Flat Size 
According to a government publication, Hong Kong Property Review, private 
residential units are classified into five classes: Class A to E, with respect to their flat sizes. 
Although different in location, we can expect the selling price of a 500ft^ unit in Kau To Shan 
may have certain indication to a similar unit in Tai Po. It is because when a buyer is looking 
for a residential unit, he will compare the selling price of similar type of residential units in 
different locations. He will not compare the selling price of a 700-ft^ unit to a 2,000-ft^ unit 
as the later may be out of his range of consideration. Similarly, the developers will make the 
same consideration in planning for their selling prices. Flat size is, therefore, also an 
objectively measurable attribute to product commonality. 
Other Factors 
Other factors of product commonality, such as provision and associated facilities, can 
influence the selling price of residential property. However, the measurement of these factors 
is highly subjective and may not be directly compared. As a result, they were not considered 
as an attribute for measuring product commonality in this study. 
The following example of Hanford Garden with a sales opening on June 25, 1992 
demonstrates a graphical representation of using the suggested attributes to measure its 
product commonality with other projects. 
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FIGURE 1. 
GRAPHICAL COMPARISON FOR PRODUCT COMMONALITY lN THE HONG KONG 
PRIMARY RESIDENTIAL MARKET 
Comparative Location 
Different Area 
• • j D 參 • 0 • 
Same Area , _ , , _ , 
m • •• • • 
/Data A 
Same District ^ 
. . . ~ 0 ~ " : ^ ^ ~ B A ~ B k ‘ • 
4/6/92 4/26/92 5/16/92 6/5/92 ,6/25/92 7/15/92 8/4/92 8/24/92 9/13/92 
^ / „ TimeofSale 
DataB 
X Hanford Garden: Location-Tuen Mun, Time of Sale-6/25/92, Flat Size-Class B 
參 Property project with Class A flat size 
• Property project with Class B flat size 
• Property project with Class C flat size 
• Property project with Class D flat size 
Q Property project with Class E flat size (No data in this example) 
From the above example, by taking Hanford Garden's sales opening on June 25, 1992 
as a study data, we could generate a graphical representation to compare its product 
commonality with other prior or future projects. As shown, Data A, H.K. Gold Coast, located 
in Tueii Mun and with a sales opening on June 27, 1992，had the highest location and time of 
sale commonalities with Hanford Garden. However, it was a Class D residential unit which 
implies a significant difference with Hanford Garden in flat size. On the other hand, Data B， 
Goodrich Garden, with a sales opening on June 24, 1992, was also a Class B property located 
in Tuen Mun. This also implies very high commonalities in location and flat size. This 
graphical representation could provide developers a rough idea on its previous and potential 
competitive projects, which helps to plan for a competitive strategy for the launching of the 
sales opening. In addition, we may further refine the comparative location into smaller 
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ranges, e.g. within same sub-district or within 15-minute walk to MTR7KCR stations, which 
add details to identify location commonality. 
Resource Similarity 
Resource similarity, as defined by Chen, is the extent to which a given competitor 
possesses strategic endowments comparable, in terms of both type and amount, to those of 
focal firm (Chen 1996). A firm's competitive position and advantage in the industry are 
determined by its unique resource bundle (Comer, 1984; Rumelt, 1984). Firms with similar 
resource bundles are likely to have similar strategic capabilities as well as competitive 
bundles are likely to have diverse competitive repertoires to draw on because of the unique 
profiles of their strategic resources (Chen, 1996). 
In Hong Kong, there is a range of property developers with different sizes. There are 
large property developers such as Sun Hung Kei, Cheung Kong, middle-sized property 
developers such as China Overseas, Ryoden, and small-sized property developers who are 
even unknown to the public. Although their resource bundles are different, the major element 
is still money, because property development is a capital-intensive investment. The time span 
for a property development of a residential property takes years and the construction usually 
involves outsiders such as architect, contractors, etc. Although resource similarity is an 
important attribute to competitor analysis, it is not the focus of this study. 
Competitive Actions and Responses 
An action, as defined by Chen, is a specific competitive move initiated by a firm to 
defend or improve its relative competitive position that may lead to the firm's acquiring its 
rivals' market share or reducing their anticipated returns. A response is a specific, clear-cut 
and discernible counteraction taken by a competing firm with regard to one or more 
competitors to defend or improve its share or profit position in the industry. (Chen & 
Hambrick, 1995; Chen & MacMillan，1992; Smith, Grimm, Gannon, Chen, 1991; Chen, 
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1996). When a firm's action generates above-normal economic profits, competitors will 
respond because they want to participate in the profits. 
Four attributes of competitive response - imitation, likelihood, lag and order - have 
been identified by Smith (Smith, Grimm, Gannon, Chen, 1991). As it takes time to develop a 
project, each developer has planned for its time to launch the sale of each project. If one 
developer has taken an action, such as decreasing the selling price, its competitors may not 
respond to that action because his competitors may not have any property available to put into 
the market for sale at that moment. The market operation is different from the US domestic 
airline industry studied by Chen (1996) because airline industry provides continuous 
service/product at any moment, while primary residential property market provides a non-
continuous offered product in different time horizon. Therefore, the attributes of respond lag 
and respond order are irrelevant in this study. 
Property developers are competing not only on price but also on provisions to attract 
buyers. When one developer upgrade the provision of flooring from teak parquet flooring to 
long strip beech flooring, another developer may upgrade the kitchen cabinet on a later date 
for another development. When one developer gives furniture coupon to its buyers, another 
developer may include the legal fee as a gift to its buyers. One can identify a lot of actions. 
However, whether the subsequent action from another developer can be classified as a 
response is highly subjective. The subsequent action from another developer in the above tvvo 
examples can be considered either as the response to the first developer's action or a new 
initial competitive action to the market. Owing to such subjective measurement, response 
imitation in the study of primary residential market cannot be easily compared and will not be 
considered in this study. 
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Product Commonality and Competitive Response 
Chen made certain proposition in his study to link up the competitor analysis to 
interfirm rivalry or competitive response (Chen, 1996). Chen stated that market commonality 
would affect a firm's motivation to attack (or respond) while resource similarity would 
influence attack (or respond) capability. Diagrammatically, Chen (1996) developed the 
following framework:-
Figure 2. 
AN INTEGRATED FRAMEWORK OF COMPETITOR ANALYSIS AND INTERFIRM 
RWALRY (CHEN, 1996) 
r � ] 
Competitor Analysis | Drivers of | Interfirm Rivalry ； Outcome ； 
;Competitive ； Action & Response _ I 
• Market _ ^ Behavior 1 _ ^ ~~^ Organization 1 
Commonality I ； • Likelihood of | Performance ； 
个 I Awareness ； Attack ； ! 
；Motivation I 1 Effects ofRivalry I 
V 丨 Capability ！ • Likelihood of I | 
• Resource ; 丨 Response 丨 ： 
Similarity 丨 丨 ！ 丨 
^ ！ j ‘ � … -
1 �‘ "• 
By summarizing the discussion previously, this study modifies Chen's framework as 
follows:-
Figure 3. 
A SUMMARIZED FRAMEWORK OF COMPETITOR ANALYSIS AND mTERFIRM 
RIVALRY 
Competitor Analysis Action & Response Outcome 
> 
• Product > • Likelihood of • Property 
Commonality Response Developer's 
Performance 
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This modified framework concentrated on the product commonality as the key factor 
in competitor analysis as the chosen property developers are of similar sizes with similar 
resources in the industry. Besides, as the study is concentrated on the primary residential 
property market that has a specific industry structure, the factor of market commonality, as 
suggested by Chen, is modified to product commonality. 
Chen (1996) suggested that the existence of interfirm rivalry caused the competitive 
action and response. However, very few head-on interfirm rivalries can be easily observed in 
the primary residential property market of Hong Kong. As observed, the existence of the 
Real Estate Developers Association of Hong Kong, where the developers gather together to 
look after their interest, may be a possible channel to inhibit direct competition. The 
Consumer Council has also concluded that the primary residential property market has a 
monopolistic competition. Therefore, direct interfirm rivalry is not existed. Each property 
developer's attitude is to sell their property as soon as possible in order to have quick retum 
on capital investment. During the sale, each property developer will look at the current action 
taken by other property developers to formulate its sale, so that it can sell its property at the 
fastest rate. Therefore, in this study, action and response, instead of interfirm rivalry is 
becoming the major determining factor on competitive analysis. 
Regarding market commonality and action and response, Chen developed his first 
proposition as folIows:-
"The greater B's market commonality with A, the less likely A is to initiate 
an attack against B, all else being equal." (Chen, 1996) 
However, as the primary residential property market in Hong Kong is operating in a 
monopolistic competition and interfirm rivalry is rarely important, such proposition is 
considered not relevant. 
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The second proposition by Chen regarding market commonality and action and 
response is: 
"The greater A's market commonality with B，the more likely B is to 
respond to A's attack, all else being equal" (Chen, 1996) 
By modifying this proposition, it becomes the first hypothesis to this study. 
Hypothesis 1: The greater A's product commonality with B，the more likely B is to 
respond to A's action, all else being equal. 
where A is the first property put into the market by the first developer 
B is the second property put into the market by the second 
developer 
As the higher is the product commonality for the two properties putting on sale, the 
higher is the reference for each property on its selling price. For example, the selling prices 
ofKing ' s Park Villa and Carmen Garden should be positively related as both properties share 
the following product commonality 
1. they are located in the same district with close proximity to public transport. 
2. all residential units are over 1,000 ft^ that can be classified as luxurious residential 
unit. 
3. they launched sales openings in similar period of time. 
Thus, any action from one property developer, such as reducing the selling price, 
should have significant effect on the selling price to the other property, as suggested. 
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Competitive Response and Performance 
Porter stated that a firm's response profile as measured by imitation, likelihood, lag 
and order could signify the extent of its combativeness in the market place (Porter, 1980). 
Liberman and Montgomery also suggested that by responding quickly to an initial action, a 
"fast-second" firm could avoid the risks of acting first yet share the market with only one 
competitor, the actor (Liberman, Montgomery, 1988). Based on this concept, Smith, Grimm, 
Gannon and Chen developed their hypothesis as follows:-
"Likelihood of response is positively related to performance; propensity to 
imitate, average response lag, and average response order are negatively 
related to performance." 
Based on the US domestic airline industry, it was found that there was only 
marginally positive relationship between response likelihood and profitability and a negative 
relationship between response order and profitability. Contrary to expectation, as response 
lag increased, profits increased. Response imitation was unrelated to profits. It was noted 
that many unobserved variables might influence performance (Smith, Grimm, Gannon and 
Chen, 1991). 
In the residential property market, it has its own economic cycle as in other 
industries. In the mid 1980's, the property market in Hong Kong experienced its down turn 
with a decrease in selling price. Afterwards, the selling price of residential property market 
rose up, except during the event in 1989. Such risen of selling price came to its peak at 1992 
and the price of the residential property declined. This decline came to its trough at late 1995 
and the price rose again. From these observations, it is noted that economic cycle exists in 
the residential property market. 
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By adopting the same concept as Smith and others (1991), it is anticipated that if an 
aggressive developer responses to other developer's raising in selling price by also increasing 
the selling price in a greater magnitude during the rising period of the building cycle, this 
developer should have better performance. The argument is that a rational developer will 
capture the rising movement of the building cycle and make the largest profit. Therefore, 
Hypothesis 2a: Response magnitude is positively related to performance in a rising 
market. 
On the other hand, in a declining market, it is anticipated that if a developer 
responses to other developer's reduction in selling price by also reducing the selling price in a 
greater magnitude, this developer will have poor performance. The argument is that such 
developer is short of money and requires to cash-in immediately. It needs to sell the property 
at whatever price. Thus, the performance of this developer should not be satisfactory. For 
those developers with better performance, they can hold their property and wait for 
opportunity to sell at a better price as they are strong in capital. Therefore, 






The primary source of data on actions and responses was Financial Chronicle, an 
industryjournal with comprehensive records of property units launched in the past 10 years. 
A thorough investigation of Property Chronicle revealed that it had complete and detailed 
information suitable for the purposes of this study, presented unbiased and representative 
reporting ofinformation and figures published by property developers. 
Identification of Actions and Responses 
Data were gathered through identification of actions and responses, which, in 
combination, as referred to be competitive events. An action was defined as a specific market 
move. A response was also a market move, one taken by a competing firm to counteract an 
initial competitive action (Smith, Grimm, Gannon, and Chen, 1991). However, as mentioned 
earlier, it is difficult to compare and match different kinds of competitive actions and 
responses, such as providing provision, in this "one-time product" property industry. Actions 
and responses are generally "merged" into the initial launching process for this "one-time on 
sale" product and change in state cannot be easily measured for the same product. For 
example, developer B provided fixed mortgage rate package to buyers of its project B in its 
first and only launch of sale. We would be unable to identify whether developer B initiated 
an action, or it responded to developer A's action of providing furniture coupon to buyers of 
its project A in its previous sale. Unlike the study taken by Chen (1991) about the US 
domestic airline industry, there is no comprehensive industry journal recording every 
announcement for every property project and commenting every movement in Hong Kong 
primary residential market. We are unable to use the keyword approach to identify different 
natures ofresponse and trace back to match with its relative responding actions. 
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As a result, we concentrate our study on price change actions and responses in 
property projects with more than one sales opening. As observed, setting the selling price of a 
property project acts as a significant tool for a developer to define and compete with its 
competitors, since price is a determining factor affecting buyer behavior. In case of projects 
with more than one sales opening, change in property prices for different phases can be easily 
observed and considered as effective action or response, as it demonstrates change in state for 
a same product. Furthermore, price change is highly objective, comparable and measurable. 
A procedure of tracing strings of actions and responses to identify initial actions was 
followed. We began by examining all sales launches recorded in Financial Chronicle during 
1992 to 1996 to spot out property projects that had more than one sales opening within six 
months and were developed by the seven developers chosen previously. As explained earlier, 
we set duration of six months as an effective response period. Thus, two sales openings 
(named respectively as first and second sale according to their chronological order) o f a same 
property project within six months were treated as one opportunity to initiate action or 
respond and therefore a data to be studied. Any price difference between the first and second 
sale of a data was identified as a change of state, and therefore the second sale might be 
classified as an effective initial action or response. 
We created a timeline for each studied data and traced back six months for every data 
to spot out prior responses and effective initial action from its competitors. The data would 
reflect a positive final response once it had a price change among its first and second sale. 
Since the previous six-month period of every data can be overlapping, a final response data of 
one timeline could be treated as a prior response or an initial action within another timeline of 
a late-coming data. We eliminated prior actions and responses taken by the same developer 
of the final responses within the six-month period, as they were not treated as "competitive" 
moves against the developer itself. For example, Sino Land Development launched two sales 
openings of Avon Park on November 13，1993 (named as first sale) and January 8, 1994 
21 
(named as second sale). We traced back six months to July 8’ 1993, and identified three prior 
responses and one effective initial action with four sets of similar first and second sales 
openings. We eliminated one of these data which was under Sino itself, and this would 
constitute a competitive event to be studied with one effective initial action, two prior 
responses and one opportunity to respond for Sino. Once there was a price change among the 
first and second sale ofAvon Park, we counted one response from Sino. 
From the data source, we originally obtained 558 records for property sales openings 
from 1992 to 1996. This figure scaled down to 198 when we considered sales openings under 
the seven chosen developers. A final number of 27 data was obtained as we only considered 
two sales openings of a same property project within a six-month period. As a result, a total 
of 27 final response opportunities and 78 prior responses and initial actions, including 
overlapping ofdata, were identified over the five-year period and are shown in the Appendix 
IIA. Appendix IIB also shows the timelines created for every data. Unfortunately, these 27 
final response opportunities only belonged to projects under Sun Hung Kai, Cheung Kong, 
Henderson, Hang Lung and Sino. Thus, this study was unable to study the competitive 




According to the suggested attributes for studying product commonality in Hong 
Kong primary residential market, we used Location, Time of Sale and Flat Size to determine 
and compare product commonality of any two property projects. We set up a rating system 
for the three aspects, and the sum of the three ratings derived a total commonality score for 
each pair of projects. Three rating scales which ranged from 0 to 10 (with 0 representing the 
least common and 10 representing the most common) for each attribute were designed and 
thus the total commonality score would range from 0 to 30 (with 30 as the most common). 
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Table 1 shows the rating scale for measuring degree of commonality in location and ease of 
traffic, and respective examples, with the definitions of areas, districts and sub-districts used 
in Hong Kong Property Review 1997. 
TABLE 1. 
RATING SCALE FOR LOCATION COMMONALITY 
Location relationship Location commonality Examples 
between compared projects score  
Within a sub-district 10 Both are within Sham Shui 
(most common) Po sub-district  
Within a district + 15 minute 8 One is in Lai Chi Kok and 
walk to KCR/MTR the other is in Sham Shui Po 
sub-district, which are both 
near to MTR and are within 
Cheung Sha Wan district 
Within a district 6 One is in Kowloon City and 
the other is in Lok Fu sub-
district, which are both 
within Wong Tai Sin district 
Within an area + 15 minute 4 One is in Sheung Wan and 
walk to KCR/MTR the other is in Wan Chai 
district, which are both near 
to MTR and are within Hong 
Kong area  
Within an area 2 One is in Wan Chai and the 
other is in mid-levels district, 
which are both within Hong 
Kong area  
Different areas 0 One is in Hong Kong and the  
(least common) other is in Kowloon area 
Time of sale commonality 
Time of sale commonality was determined according to time difference between the 
second sale of the studied data and its prior responses and effective initial action. We use the 
same Avon Park example to illustrate this scoring concept. The second sale of Avon Park in 
one data was on January 8, 1994 and we traced back to July 8，1993 for a six-month period. 
Thus, the scale of its time of sale commonality would be as follows: 
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TABLE 5A. 
R A T m G SCALE FOR TIME OF SALE COMMONALITY 
Time difference between Date range for effective initial action Time of sale 
two second sales of the and prior response(s) commonality 
comparing projects score  
Within 1 month Dec. 8,1993 to Jan. 8,1994 Fo 
(most common) 
Within 2 months Nov. 8，1993 to Dec. 7, 1993 8 
Within 3 months _ Oct. 8, 1993 to Nov. 7, 1993 _ 6 
Within 4 months Sept. 8,1993 to Oct. 7,1993 4 “ 
Within 5 months ~~~ Aug. 8，1993 to Sept. 7，1993 2 
Within 6 months July 8，1993 to Aug. 7，1993 0  
(least common) 
In this example, its effective initial action took place on September 18, 1993 and two 
prior responses occurred on December 23, 1993 and January 8，1994 respectively. This gave 
a time of sale commonality score of 4 for the effective initial action, and both 10 for the two 
prior responses. 
Flat size commonality 
According to Hong Kong Property Review 1997, private domestic units are sub-
divided by reference to floor area, i.e. flat size, into 5 property classes as follows: 
TABLE3. 
PROPERTY CLASSES FOR PRIVATE RESIDENTIAL UNIT 
Property classes for Ranges of floor area  
Private residential unit In sq. m. In sq. ft.  
A Not exceeding 39.9 m / Not exceeding 429 ft.^ 
B 4 0 m . ; t o 6 9 . 9 m . ; 429.1 ft.'to 752 f t r 
C 70 m. ' to 99.9 m.^ 752.1 ft/to 1075 ft." 
D 100 m.'to 159.9 m." 1075.1 ft.'to 1721 ft.' 
E At least 160 m / At least 1721.1 ft/ 
The flat size commonality scale compared the flat sizes of the paired data and Table 4 




RATING SCALE FOR FLAT SIZE COMMONALITY 
~ P r o p e r t y class of~~ Property class of data as initial action or prior response 
data under studied  
A B C D E 
A l0 6 2 — 0 0 
B 6 10 6 2 0 
C — 2 — 6 10 6 2 
D — 0 — 2 6 10 6 
E 0 0 2 6 10 
10 - the most common and 0 - the least common 
The scoring scheme suggests that when a 500 sq. ft. unit is compared to units with flat 
sizes o f 7 0 0 sq. ft., 1,000 sq. ft. and 2,000 sq. ft respectively, the flat size commonality scores 
would be 10，6 and 0 which shows a reasonable negatively proportional relationship. 
Likelihood ofResponse to Price Change 
Likelihood ofResponse to Price Change was defined as the estimated probability that 
a price change action would provoke retaliation from its competitor. If a competitive move of 
price change was observed, we identified this as an actual response to previous price change 
action. Likelihood of response thus constitutes a dichotomous variable: 1 represents actual 
response and 0 represents no response although a competitor could have responded. Thus, 
likelihood of response to price change would be calculated as total number of observed actual 
responses divided by 27，which is the total number of final response opportunities. 
Response Magnitude 
Response magnitude measured the price change degree of the final response 
compared to the average price changes of the effective initial action and prior response(s). In 
each competitive event, individual response magnitude was calculated by the actual price 
change percentage of the final response minus the average price change percentage of the 
action and prior responses. These individual response magnitudes were then grouped and 
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. averaged under the five developers and this gave an overall averaged response magnitude for 
each developer. A positive and comparatively larger figure reflected a more aggressive 
attitude and a negative figure showed that the developer responded less vigorously than its 
competitors. 
Performance 
We used a comparative approach to measure performance of the five developers. 
These five developers were ranked by ten professionals within the industry according to the 
perceptions of their overall performance (namely in terms of profitability, overall image and 
degree of market sensitivity). Among the ten professionals, two of them are architects, two 
are civil engineers, two are quantity surveyors, one is the general manager of a developer, two 
are building contractors and one is a structural engineer. 
Conversely, it might be suggested to use other means to compare the performance of 
the developers. For example, performance measurement might be based on the announced 
yearly profit and loss account of the listed company. However, whether such data can review 
the performance of the developer is still highly questionable. Developer can manipulate the 
profit and loss account easily, e.g. by deferring profit entry from this year to next year. 
Besides, the revenue and the expenditure in the profit and loss account may be in reference to 
different projects under construction or putting into sale. 
Comparative Approach 
As mentioned in the beginning of the paper, we tried to apply Chen's (1996) 
framework of competitive analysis in Hong Kong primary residential market. We therefore 
employed a comparative approach to relate, analyze and compare the result o f the study with 
the theoretical outcome. Thus, we studied the relationship between the calculated product 
commonality and figure showing the industry response likelihood. We further ranked the five 
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developers according to their response magnitudes, and compared the result with their 




Product Commonality and Likelihood of Response to Price Change 
By measuring the product commonality between each project with initial action or 
prior response and the final responding project, we obtained an overall average product 
commonality score for all the pairs. From Table 5, we calculated the average product 
commonality was at an average position (16.3 out o f30 ) and it ranged from 4 as the minimum 
and 28 as the maximum product commonality. 22 out of 30 was the mode of these 
commonality scores and this explained quiet a high degree of product commonality among 
the projects under studied. On the other hand, we counted the actual response frequency on 
price change for the 27 data. As indicated in the Table 6，developers took all the response 
opportunities and changed price for the second sale as compared to the first sale for all the 
property projects. As a result, likelihood of response to price change was 1’ which 
represented that actual responses were observed for all the 27 response opportunities. With 
this reason, we would be unable to conclude that Hypothesis 1 was supported: since response 
to price change seemed to be definite in this industry and therefore product commonality 
might be unrelated or not a determinant factor. 
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TABLE 5A. 
RESULTS OF MEASURING PRODUCT COMMONALITY 
Data No. X-A = Initial action with respect to final response data no. X 
Data No. X-R-Y = Prior response with ranking Y among all prior responses with respect to 
final response data no. X 
Final Response Initial Action Product Commonality  
And Prior Response(s) 
Data No. Project Name 2" Sale Date Data No. Project Name Total Score Average 
1 “ Blessing Garden 6/16/92 1-A Sunshine City 20 “ 20.0 
2 H.K. Gold C o ^ 6 / 2 7 / 9 ~ 2-A Sunshine City 12 17.0 
2-R-l Blessing Garden 22 | 
: 3 ^ | H . K . G o l d C o a r 7/18/92— 3-A ‘ Sunshine City 1 0 ~ 15.0 
3 - R - l ~ Blessing Garden 一 20  
4 I Hanford Garden 7/30/92 4-A Sunshine City — 18 “ 22.0 
4-R-l Blessing Garden 28 
4-R-2~~ H.K. Gold Coast 20 
4-R-3 H.K. Gold Coast 22 
5 T H.K. G o l d C o ^ 8/2/92 5-A 一 Sunshine City 10 17.3 
5-R-l Blessing Garden 20 
5-R-2 Hanford Garden 22  
S : 6 :" ;. |Redhill Peninsula 9/1/92 6-A Sunshine City 4 6.0 
6-R-l Blessing Garden 6 
6-R-2 Hanford Garden 8 — 
广 ' 7 i|Kingswood Villas 9/4/92 7-A Sunshine City 16 ~ ~ n l ~ " 
7-R-l H.K. Gold Coast 10 
7-R-2 H.K. Gold Coast" 12 
7-R-3 Hanford Garden" 20 
7-R-4 “ H.K. Gold Coast 1 2 — 
7-R-5 Redhill Peninsula 10 
: ” ’ � 8 �I H.K. Gold Coast \\l\2lW~ 8-A Hanford Garden — 16 13.0 
8-R-l Kingswood Villas 10 
: 9 : jKingswood vHSs 2 / 2 0 / 9 3 ~ _ _ ^ z ^ L一 _ j j a n j ^ d Garden = 22 一22 .0 
“ ^ ^ ；' KingswoodVillas 3/6/93 1 Q : A _ ^ j a n f o r d Garden^ 22 — 22.0 
� 域、/ South Horizons 5/1/93 11-A Hanford Garden 8 8.0 
lB^' Sunshine City 6/20/93 12-A Hanford Garden 14 = 13.3 
12-R-l “ Kingswood Villas M ^ 
12-R-2 South Horizons 10  
B j Hanley V i l i T " 6/30/93~" 13-A^^ KingswoodVillas ^ 12 14.7 
13-R-l South Horizons 14 
13-R-2_ Sunshine City 18  
'^ .14 I Greenpark Villa 7/3/93 14-A Hanford Garden 14 — 16,0 
14-R-l Kingswood Villas" 16 
14-R-2 South Horizons 8 
14-R-3~ Sunshine City — 22 
14-R-4 Hanley Villa 20 
15 I Greenpark V m T 7/8/93°^ 15-A Hanford Garden = 14 15.6 
15-R-l KingswoodVillar 14 
15-R-2 South Horizons 8 
15-R-3~ Sunshine City 22 
15-R-4 Hanley Villa 20 
_• ==^= ^ ^ I -"^™ 
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TABLE 5A. 
RESULTS OF MEASURESfG PRODUCT COMMONALITY (CONTmUED) 
Final Response Initial Action Product Commonality  
And Prior Response(s) 
Data No. | Project Name 2"^  Sale Date Data No. Project Name Total Score | Average 
16 I Venice Gardens" 7/24/93 16-A Hanford Garden 20 ~ ~ v f j ~ ~ 
16-R-l Kingswood Villas _ 14  
__lA-R-2 South Horizons 8 
16-R-3 ~ Sunshine City ^ Q _ _ 
__^-R-4 Hanley Villa 18 
_ l ^ R - 5 0166叩3± Villa 22 
16-R-6 Greenpark Villa 22  
IT lGreewarkVil la 9 /18/93~ 1 7 - A ^ South Horizons 一 4 12.7 
17 -R- l~ Sunshine City 18 
17-R-2 Hanley Villa 16 
广 18 Avon Park 11/13/93 18-A Greenpark Vi l i r ' 22 ~ ~ ^ ~ ~ 
18-R-l Greenpark Villa 24  
參"19 Sea Crest Villa 12/23/93 19-A Avon Park 20 20.0 = 
^ 20 Villa Athena ° 1/8/94 ’ 20-A Avon P a r k ~ 16 ^^"7^"""‘ 
21 Avon Park 1/8/94 21-A 一 G r e e n g a r k V ^ ^ 2 1 1 _ _ 9on 
21-R-1 Sea Crest Villa ^ 2 _ _ 
1 21-R-2 Villa Athena 18 |  
22 I Sea Crest Villa 2/2/94 2 2 - A ^ AvonPark ]R 9nn 
22-R-l Avon Park 一 22 
':23於、| Sunshine City 5/25/94 23-A ~Sea Crest Villa 14 15.0 
23-R-l Sea Crest Villa 16 ~ 
, ” 2 4 Classical GardeT 4 / 2 9 / 9 5 ° 24-A — Hanley Villa 18 18.0 
二�1�5 J Wellive Court 6/1/95 25-A Hanley Villa 12 ‘ 12.0 
H^^'f6 — Parc Versailles 2/2/96 26-A Parc Royale 24 24.0 
;r^'^27 Woodland Crest 3/16/96 27-A Parc Royale 22 ° 22.0"^"^ 
Mode 22 20 
Average 16.3 16.9 
Minimum 4 6 
Maximum 28 24 
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TABLE 5A. 
RESULTS OF MEASURJNG LIKELIHOOD OF RESPONSE TO PRICE CHANGE 
Data Project Name Developer First Sale Second Sale Price Change Actual 
No. Price ($) Price ($) Percentage Response 
1 b l e s s i n g G a r d ^ SHK 2,539 2,594 一2.17% ~ 1 
2 ~H.K. Gold Coast Sino 2,992 3,194 6.75% — 1 
3 ~H.K. Gold Coast Sino 3,194 3,294 一3.13% 一 1 
4 ~Hanford Garden Hang Lung 2,726 2,763 一1.36% — 1 
~ RK. Gold Coast Sino 一 3 , 2 9 4 ~ 3 , 3 9 0 ~ 2.91% 1 
~ 6 Redhill Peninsula Sino 4,259 4,215 ~~-1.04% — 1 
7 "icingswood V i l I ^ Cheung Kong 2,298 2,321 一1.00% 1 
8 ~ R K . Gold Coast Sino 一 3,390~~ 3,439 1.45% 1 
9 - ^ingswood VillaT Cheung Kong 2,321 1,989 -14.30% 1 
; JjQ: 1^ingswood Villas Cheung Kong 1,989 1,554 -21.87% — 1 
.< 1¾->. —South H o r i z o i ^ Cheung Kong 3,204 3,299 一2.98% 1 
‘ I X： Sunshine City “ Henderson 3,531 3,669 3.91% 1 
13 Hanley Villa Hang Lung~ 3 , 4 2 5 ~ 4,077 19.04% 1 
•44 ~Greenpark Villa SHK 一 2 , 9 9 4 ~ 2,869 -4.18% 1 
15 Greenpark Villa SHK 一 2 , 8 6 9 ~ 3,299 ~~14.99% i 
^ 16 Venice Gardens “ Sino 一 2,094 2,677 27.84% i 
n Greenpark Villa SHK — 3,299 “ 3,161 “ -4.18% 1 
18 Avon Park Sino — 3,211 3,300 2.77% i 
19 ~ e a Crest Villa SHK 4,106 4 , 1 5 9 ~ 1.29% 1 
20 ~~Villa Athena SHK 4 , 4 5 7 ~ 4,856 8.95% 1 
21 — Avon Park Sino 3,300 3,575 一8.33% 1 
1 T " Sea Crest Villa SHK — 4,159 _ 4,536 9.06% — 1 
23 Sunshine City — Henderson~ 4 , 9 5 5 ~ 5,370 8.38% 1 
24 “ Classical Garden~ Sino — 5,517 4,860 -11.91% 1 
25^ ^ Wellive Court Henderson 5,214 4,525 -13.21% 1 
^|^j^JJfc_^^r;V^J^ _ _ _ ^ _ _ _ ^ _ ^ _ _ ^ ^ _ _ ^ ^ ^ ^ ^ ^ _ _ _ _ _ _ _ _ • * ‘ ^ ^ ^ _ ^ ^ ^ _ _ _ _ _ ^ ^ ^ ^ ^ ^ ^ ^ _ 
.26 Parc Versaille7~ Hang Lung 3,606 3,660 1.50% — 1 
� 27 Woodland Crest SHK 3,498 3,812 8.98% 1 
Total no. of actual responses 27 
Total final response opportunities 27 
Likelihood of response to price change 1 
Response Magnitude and Performance 
By comparing the degree of final response to price change and the average magnitude 
of the initial action and prior responses, we obtained an average final response percentage for 
each data. As shown in Table 7，we grouped these data under each developer and derived an 
overall average final response percentage, which might be above or below initial action or 
prior response percentage, for each developer. We used these figures to rank the developers, 
as proposed by Hypotheses 2a and 2b, with the result shown in Table 8. On the other hand, 
the survey conducted among the 10 industry professionals provided us a ranking of the five 
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developers according to their perceived levels of performance, as demonstrated in Table 9. 
Table 10 summarize the two comparative rankings. We compared the two sets of ranking by 
measuring their rank correlation, using the Pearson's product moment correlation coefficient, 
denoted by r. Its definition and the calculation were shown in Figure 3., and we obtained r = -
0.6 (which should be ranged from - 1 with negative correlation and +1 with positive 
correlation). This showed that the two rankings had significant difference, and with this 
result, we would also be unable to deduce that Hypothesis 2a and 2b were supported in this 
comparative study. 
TABLE 7. 
RESULTS OF MEASURflSfG RESPONSE MAGNITUDE 
Data Developer Price Change Average Action/ Percentage Overall Percentage 
No. Percentage Prior Response Above/ Above/ 
Price Change Below Action Below Action Average  
Average  
2 Sino 6.75% 2.95% “ 3.80% 3.05% 
3 Sino — 3.13% 2.95% — 0.18% 
5 Sino ~ 2.91% 2.42% — 0.49% 
6 Sino ~ - 1 . 0 4 % 2.42% -3.47% — 
8 Sino — 1.45% 1.18% ~ ~ 0.27% 
16 Sino ~ 27.84% 2.11% — 25.73% 
" T s Sino ~ 2 . 1 1 % 5.40% -2.63% ~ ~ 
21 Sino 8.33% 2.02% 6.31% 
" l 4 ~ Sino -11.91% -8.71% “ -3.20% 
12 Henderson 3.91% -6.33% “ 10.24% 2.98% 
23 Henderson 8.38% “ 5.18% 一 3.20% 
25 Henderson -13.21% -8.71% “ -4.50% 
4 Hang Lung 1.36% 3.95% — -2.59¾ — -0.20% 
13 Hang Lung 19.04% “ -4.99% ~ ~ 24.03% 
26 Hang Lung 1.50% 一 23.55% -22.05% 
1 SHK 2.17% 3.74% — -1.57% — T44% 
~ l T " SHK -4.18% ~ ~ 0.79% -4.97% 
15 SHK 14.99% — 0.79% 14.20% 
17 一 SHK — -4.18% “ 8.64% — -12.83% 
19 . SHK — 1.29% 2.77% -1.48% 
20 SHK 8.95% 2.77% — 6.18% 
22 SHK ~ 9 . 0 6 % 5.55% 3.51% 
27 SHK 8.98% 23.55% — -14.57% 
7 Cheung Kong 1.00% 2.81% -1.81% -8.67% 
9 Cheung Kong -14.30% -0.10% -14.20% 
10 Cheung Kong ~~^1.87% ~ ~ -0.10% -21.77% 
11 Cheung Kong 2.98% -0.10% 3.09% ~ |  
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TABLE 5A. 
DEVELOPER RANKJNG ACCORDmG TO RESPONSE MAGNITUDE 
Developer Overall Percentage Above/ Rank 
Below Action Average  
Sino 3.05% 1 
Henderson 2.98% 2 — 
Hang Lung -0.20% 3 
SHK -1.44% “ 4 
Cheung Kong -8.67% 5 
TABLE 9. 
SURVEY RESULT ON PERFORMANCE OF DEVELOPERS 
Individual Ranking  
Developer Sample No. Total Average Rank 
1 2 3 4 5 I 6 7 8 9 10 Score Score  
SHK — 1 2 1 1 ~ T " 4 ~ T " 1 1 ~ T ~ 18 — 1.8 1 
Cheung Kon^ 2 1 2 2 4 3 ~ 2 ~ 2 2 1 21 2.1 ~ 2 ~ 
Henderson 4 3 4 3 ~ T ~ 1 3 3 4 ~ T ~ 29 2.9 ~ ^ ~ 
Sino 3 5 5 4 " T ~ 2 5 5 5 ~ T " 40 — 4.0 4 “ 
Hang Lung 5 4 3 5 5 5 4 4 3 4 42 4.2 5 
TABLE 10. 
COMPARATIVE RANKJNGS OF DEVELOPERS ON PERFORMANCE 
Developer Overall Percentage Above/ Performance Ranking Performance 
Below Action Average According to Response Ranking from 
Magnitude Survey  
SHK -1.44% 4 1  
Cheung Kong -8.67% 5 — 2 
Henderson 2.98% 2 一 3 
Sino 3.05% 1 4 “ 
Hang Lung -0.20% 3 5 “ 
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Figure 4. 
FORMULA FOR CALCULATENG PEARSON'S PRODUCT MOMENT CORRELATION 
COEFFICIENT AND ITS CALCULATION OF THE TWO RANKINGS 
E x , 7 , - ^ ^ 
r= ^i  
f n 一 W n V^ 
Z x f - n T J ] Y f - n f ' 
v = l J \i=\ J 
^ _ ( 4 + 10 + 6 + 4 + 15)-5(3)(3) 
‘ ( 5 5 - 4 5 ) ^ ( 5 5 - 4 5 ) ^ 
3 9 - 4 5 
r = 
10 
r = -0 .6 
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CHAPTER V 
CONCLUSION AND DISCUSSION 
Implications 
The purpose of this study was to test the application of Chen's (1992 and 1996) 
hypotheses predicting competitive responses and its link to performance in the Hong Kong 
primary residential industry. Although we were unable to successfully apply these 
hypotheses, we recognized several implications along the process. 
The product nature in this study is different from the products used in other literature. 
Residential unit in primary market is a one-time product and there will not be two similar 
products. When the whole building or estate is sold out, the product is considered obsolete. 
On the other hand, the products used in other literatures are continuous and similar products 
offered by different competitors, such as US domestic airline industry (Smith, Grimm, 
Gannon and Chen, 1991); (Miller and Chen, 1994), and commercial banking products 
(MacMillan, McCaffery and Wihk, 1985). Although the product nature is different, this study 
was to explain the same concept to find out the competitiveness of the primary residential 
market in Hong Kong. 
Deduction and application of theoretical hypothesis or analytical framework are 
closely related to industry situation. Chen's (1996) hypotheses were studied and supported 
with data from the US airline industry. This industry provides continuous, non-durable 
producty'service to regular, fairly predictable groups of customers. There is limited number of 
restraint for launching competitive move and response and any change of state for operation 
can be easily identified and compared. Thus, the US airline industry offers a most typical 
industry structure for continuous business operation. Nonetheless, not every industry has the 
same structure. Different considerations would be necessary when studying competitive 
responses in different industry organizations. One-time product launching limits the 
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measurement of change of operation, which may imply either a competitive action or 
response. Factors limiting the product launching may alter competitive decision making and 
attitude towards competitive rivalry. Unbalanced market supply and demand may create 
different anticipation to competitive moves. Consequently, the concept of competitive rivalry 
may be totally different in the Hong Kong primary residential market. Even two similar 
residential projects are launched at the same time, competition would still not exist if the 
market can absorb all the units and two developers can both sell all their products and have 
the cash-in. In general, downward price change infers to increase competitive tension among 
developers and upward price change implies a decrease of competitive strength. However, 
very few downward price movements could be observed among the data collected. This may 
suggest a different rationale for price change in this industry: price change is generally not 
used as a tool to compete, but as a tool to cash-in and achieve the highest profit possible. 
Thus, whenever it is possible, developers would change price upward to sell the units at a 
better price, as long as there is a sustainable demand for the product. Competitive analysis 
would therefore not be the prime concern. Hence, the product, the operation nature and its 
rationale confine the form and degree of competition in this industry. 
Furthermore, we can see the significant interrelationship between the primary 
residential market and the Hong Kong economy. Market trend and general economic 
atmosphere may be stronger determinant for price change response than product 
commonality. Response to price change or even self-initiated price change seems to be a 
widely accepted practice in the industry. Thus, in addition to competitive rivalry among 
common products, there are too many other factors causing a price change, and we would be 
unable to sort out the sole relationship between the two. 
In a general sense, price change remains as a move in the tactical level for a business. 
Yet, performance is believed to relate to many other aspects, including the overall strategic 
planning. Factors like land bank reserve, overall production cost control and planning also 
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affect the performance of a property developer. As a result, response magnitude may not be 
dug out alone and used as an exclusive variable to relate to performance. 
Limitation and Future Directions 
To carry out this study, objective measurements have been taken to measure product 
commonality, action and response and performance. The data used are publicly available 
data. However, these data are subjected to a lot oflimitations. 
In order to measure product commonality, only three objectively measurable 
attributes are identified. However, product commonality is also depended on other factors 
such as provisions, associated facilities, developers' images, surrounding infrastructure 
support and public facilities, etc. If these factors can be taken into account for product 
commonality, a more comprehensive result is expected. 
In the measurement of action and response, only those data that followed the 
definition in this study were used. These data must comprise phases putting into the market 
for sales. As a result, there were only 27 data which can be used out of the 558 primary data 
collected. The sample size became relatively small. In addition, we were unable to extend 
our research period as there is no data publicly available before 1990. 
There is a general understanding that each developer will set the initial selling price in 
response to the current market price of similar product. For example, the selling price of the 
Regalia was made reference to the King's Park Villa. However, King's Park Villa was sold 
all at once. Therefore, in this study, we could not measure the action and response for the 
Regalia and King's Park Villa because there was no phase selling in one of the developments. 
Even though we knew that action and response existed, it could not be directly measured. 
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Furthermore, if there was a change in the selling price, it would be taken into account as 
one response to the action. In some cases, whether the price change in this study was due to 
action and response might not be justified. One of the limitations identified was that price 
change might not be a response because 
1. such price change may be due to the selling of better or worse orientation residential 
units within the same development; 
2. a decrease in selling price may be due to the developer's willingness to lower the price 
for selling of the remaining units within the development; 
3. such price change may be in response to the price change of adjacent secondary 
residential property market. 
One source of measuring the performance was a ranking from the professionals 
within the industry. However, the result might be different if the interview was conducted 
among bankers, fund managers, etc. because their scale of measurement might be different 
from the professionals within the property industry. With such reason, the profit made from 
individual project, i.e. the difference between total revenue and total investment including 
overheads, might be used as a more objective measurement of performance. However, certain 
data is treated as commercial secret, such as the cost of finance, the total construction cost, 
etc. Unless the developers are willing to release this kind of information, this is still a non-
measurable item. 
The use of action and response magnitude to measure the performance may have also 
some distortions. For example, 
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1. the effect on volume of sales have not been taken into account. The planning of sales, 
including the setting of selling price, of a single tower development, such as Rose 
Garden is totally different from an estate type development, such as Luguna City. A 
small magnitude in the price change for a large volume of sales shall have more 
significant effect on the profit or performance than a greater magnitude in price 
change for a small volume of sales. 
2. the developers may respond to the market by putting into more units for sale with 
increasing in price to the newly added units. This is usually not published in the sales 
brochure. It will take a lot of time to collect this information from the newspaper and 
adjust the data set in above. However, due to the time constraint, this has not been 
taken into account for this study. 
3. there were a lot of developments fully sold in one sale, such as King's Park Villa. 
The setting of the selling price was usually a response to the current market price. 
The developer's performance is also critically affected by this kind of sales. 
However, the response and its magnitude were non-measurable under the concept of 
this study. Such factor is therefore undermined. 
4. some developers were responding differently by putting more developments into 
sales. For example, in response to the rising building price, Sino put a lot of 
developments into sales in the first half of 1997. This kind of response certainly 
affected the performance of the developer. However, this kind of response did not 
provide an objectively measurable mechanism to be dealt with. 
5. very few developers only concentrated on developing residential projects. Most of 
them also develop commercial projects such as shopping malls and office buildings. 
The success or failure of these projects may still affect the overall impression oftheir 
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performances. With this reason, even industry professionals may be unable to 
separate the effect and only consider developers' performance on residential projects. 
There are still some limitations in the using of publicly available data for an objective 
measurement of all the factors as described above. It can be observed that the primary 
residential property market is totally different from the US domestic airline industry used by 
Chen to develop the concepts. As mentioned previously, this is due to the difference in 
product nature as residential property being a one-off, unique product, while airline industry 
is an on-going, continuous product/service. 
We suggest the following topics for further study by interested parties concerning the 
competition within the primary residential property market. 
1. To develop an objective measurable mechanism for the measurement of other attributes 
on product commonality in addition to the three attributes used in this study. 
2. To develop an objective measurable mechanism for the measurement of action and 
response for property projects which were sold out at once with their effect to other 
developments 
3. To study the implication of the secondary residential property market to the primary 
residential property market. 
4. To find out the rationale behind the key person of the developers who decides the 
selling price of the property. 
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5. To further adjust the selling price objectively with respect to other corresponding 
factors, such as orientation, volume of sales, levels, etc., in order to find out the 
adjusted correct selling price. 
6. To implement an objective measurement for the performance of the developers by 
concentrating on project basis. 
Although these are not exhaustive, by taking into account of these factors objectively, 
a clearer and more persuasive picture regarding the relation of product commonality, 
competition and performance could be obtained. 
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APPENDIX IIA 
RECOMMENDATIONS FROM STUDY OF HONG KONG RESIDENTIAL MARKET BY 
THE CONSUMER COUNCIL D^ 1996 
The report has recommended several ways to improve the competitiveness of the 
residential property market. These recommendations are summarized as follows:-
1. The Government encourages new entries to the residential property market by 
lowering the barriers to entry. These methods include:-
a. Review the size of lots in Government land auctions so that small developers 
can bid for prime development land; 
b. improve development control mechanism by putting more resources for 
speeding up all necessary statutory procedures irrespective of lot size; 
c. nurture new entrants/small developers by giving them a greater role in 
property development controlled or sponsored by Government and quasi-
government corporations. 
2. The Government should improve the residential land supply such as rezoning of 
industrial areas for residential purposes, reviewing the maximum permissible plot 
ratios, etc. 
3. The Government should balance the housing supply and demand with the critical and 
progressive review of the actual market condition. The report has suggested the 
Government should set some regulation on residential development such as specified 
the number of units to put on market within a specified period at the building 
covenant date in the lease condition, i.e. the Government intervenes the residential 
property market through procedural control. The Government should also ensure the 
supply of public housing could meet the market's need. 
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4. The Government should enhance the marketability of older properties and property in 
less accessible areas in order to increase consumer's choice and improve competition 
in the residential property market as a whole. The action suggested are:-
a. increase the confidence in tradability of older properties through certification 
and guarantee of the quality of these properties; 
b. facilitate mortgage financing to these properties by introducing specialized 
mortgage agencies; 
c. improve transport infrastructure for property in less accessible areas. 
5. The Government should ensure the regulation able to achieve a fair environment for 
residential property development, such as the equalizing of the Consent and Non-
Consent Schemes development to avoid speculation, and improve consumer 
information. 
6. The Government should consider the introduction of competition laws to ensure fair 
competition. 
7. The Government should request the residential property developers to supply relevant 
information to the Government and public so that the Government can compare this 
information with the initial planning. 
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APPENDIX IIA 
SUMMARY OF 27 DATA UNDER STUDIED 
Data Project Name Developer First sale Second sale Price Change 
No Price Date Price Date Percentage 
(3 W  
1-A Sunshine C i t y ~ Henderson 3,291 4/23/92 3,414 5/14/92 3.74%  
_ _ 1 "BlessingGarden ' SHK 一 2,539 —3/2/92 2,594 6/16/92 2,17% 
2-A “ Sunshine Ci{y~ Henderson 3,29l" 4/23/92 1,414 5/14/92 3.74% 
2-R-l Blessing GardliT" SHK 2,539" 3/2/92 1,594 6/16/92 2.17% 
2 H.K. Gold Coas~ Sino ~ “ 2,992 ~6/6/92 3,194" 6/27/92 6.75% 
3-A Sunshine City~ Henderson 3,291 4/23/92 3,414 5/14/92 3.74% 
3-R-l “ Blessing Garden SHK 2,539" 3/2/92 2,594 6/16/92~ 2.17% 
3 ,. ^ . K . Gold Goast 、 . ， S i n o ~ 3,194 ~6/27/92 3,294" 7/18/92 ~ 3.13% 
4-A —SunshineCity Henderso~ 3,291 ~4/23/92 3,414~ 5/14/92 3.74% 
4-R-l "Blessing GardeiT SHK 2,539 ~3/2/92 2,594~ 6/16/92 ~ 2.17% 
4-R-2 H.K. Gold CoasF Sino 一 2,992 —6/6/92 3,194 6/27/92 — 6.75% 
4-R-3 H.K. Gold CoasT" Sino — 3,194 ~6/27/92 3,294 7/18/92 3.13% 
4 “ Hanfbrd Garden" .Hang Lung 2,726 6/25/92 2,763 7/30/9厂 1.36% 
5-A “ Sunshine City~~ Henderson 3,291 4/23/92 ]，414 5/14/9f" 3.74% 
5-R-l Blessing GardeiT" SHK 2,539" 3/2/92 1,594 6/16/9^ 2.17% 
5-R-2 Hanford GardeiT" Hang L u n ^ 2,726 6/25/92 2,763" 7/30/92 一 1.36% 
~ " 5 ~ ~ H.K. Gold Coast - ? - Sino '30^ 7/18/92 '3,390 8/2/9"^ 2.91% 
6-A “ Sunshine C i t y “ Henderson 3,29l" 4/23/92 ~3,4I4 5/W92~ 3.74% 
6-R-l —BlessingGarden SHK 2,539 3/2/92 2,594 6/16/92 2.17% 
6-R-2 “ Hanford GardeiT" Hang Lung 2,726" 6/25/92 ~2,763 7/30/92 1.36%  
6 ^edhiI l I^eninsuiT Sino 4,259 ~8/l/92 4,215~ 9/1/92 一 -1.04% 
7-A Sunshine C i t ^ Henderson 3,291 4/23/92 一3，414 5/14/92 3.74% 
7-R-l ~H.K. Gold CoasT Sino 2,992 6/6/92 3,19^ 6/27/92 — 6.75% 
7-R-2 ~H.K. Gold CoasT Sino 3,194 ~6/27/92 1 ^ 7/18/92 — 3.13% 
7-R-3 Hanford G a r d e ^ Hang Lung 2,726 6/25/92 T ^ 7/30/92 — 1.36%  
7-R-4 “ H.K. Gold Co"a^ Sino 3,294" 7/18/92 "3,390 8/2/92~ 2.91% 
7-R-5 l^edhill Peninsul7" Sino 4,259 ~8/l/92 " ^ ^ 9/1/92 — -1.04%  
'% -^ Kingswbod V l l I ^ , Cheung K ^ 2,298 — 8/1/92 1 ^ , 9/4/92 — 1.00% 
8-A Hanford G a r d e ~ Hang L u i ^ 2,726 ~6/25/92 2,763 7/30/92 1.36% 
8-R-l "Kingswood v i U ^ Cheung Kong 2,298 8/1/92 2,321 9/4/92~ 1.00% 
^ 8 |H .K. GoldCoast Sino 3,390 ~8/2/92 ~ 3 A ^ 11/12/92 1.45% 
9-A ~Hanford Garden Hang Lung 2,384 2/5/93 1,382 2/11/9~ -0.10% 
9 "Kingswood Villas Cheung Kong 2,321 9/4/92 1,989 2/20/9~ -14.30% 
10-A “ Hanford Garden Hang Lung 2,384~ 2/5/93 "2,382 2/11/9~ -0.10% 
10 "KingswoodVillas CheungKong 1，989一 2/20/93 1,554 3 / 6 / 9 ~ -21.87% 
11-A “ HanfordGarden Hang Lung 2，384一 2/5/93 2,382 2/11/9~ -0.10% 
11 ^ South Horizons ^ Cheung Kong 3,204" 4/4/93 "3,299 5/1/93 2.98% 
12-A Hanford Garden Hang Lung 2,384 2/5/93 "2,382 2/\\/9T~ -0.10% 
12-R-l Kingswood Villas Cheung Kong 1,98^ 2/20/93 "l,554 3 / 6 / 9 ~ -21.87% 
12-R-2 ~SouthHorizons Cheung K ^ 3,204 ~ 4/4/93 3,29^ 5/1/93 “ 2.98% 
12 SunshineCky Henderson | 3 : 5 3 l | 5/15/93 |3,669丨 6/20/93 3.91% 
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APPENDIX IIA 
SUMMARY OF 27 DATA UNDER STUDIED (CONTfisiUED) 
Data Project Name Developer First sale Second sale Price Change 
No Price Date Price Date Percentage 
m ( ^  
13-A Kingswood Villas Cheung Kong 1,989 2/20/93 1,554 3/6/93 -21.87% 
13-R-l “ South Horizons Cheung Kong 3,204 4/4/93 3,299 5/1/93— 2.98% 
13-R-2 Sunshine C i t y ~ Henderson 3,531 5/15/93 3,669 6/20/9f" 3.91% 
13 — Hanley V i l l a ~ HangLung 3,42S" 6/10/93 4,077 6/30/9f" 1 9 . 0 4 % ~ 
14-A “ Hanford G a r d ^ Hang Lung 2,384 2/5/93 1 ,382 2/11/9?" -0.10% 
14-R-l "Kingswood V i T l ^ Cheung Kong 1,989" 2/20/93 1,554 3/6/93— - 2 1 . 8 7 % ~ 
14-R-2 一 South HorizonT" Cheung Kong 3,204" 4/4/93 1 ,299 5/ l /93_ 2.98% 
14-R-3 ~ Sunshine C i t y ~ H e n d e r s ^ 3,531 ~5/15/93 3,669~ 6/20/93 一 3.91% 
14-R-4 “ Hanley V i l l a ~ Hang Lung 3,42S" 6/10/93 1 ,077 6/30/9F 19.04% 
14 ^ e e n p a r k V i l i r " SHK ~ " " 2,994 —5/29/93 2,869_ 7/3/93 — -4.18% 
15-A “ Hanford GarderT" Hang Lung 2,384— 2/5/93 1 ,382 2/11/93 -0.10% 
15-R-l Kingswood Villas Cheung Kong 1,989 2/20/93 1,554 1 / 6 / 9 3 -21.87% 
15-R-2 South Horizons Cheung Kong ~ J ^ 4/4/93_ 3,299 ~5/l /93 2.98% 
15-R-3 Sunshine City Henderson 'J^sTT 5/15/93— 3,669 ~6/20/93 3.91% 
15-R-4 Hanley Villa Hang Lung " 3 ^ 4 ^ 6/10/93— 4,077 ~6/30/93 19.04% 
15 " GreenparkVilla , -,^ ^^  SHK 2,869" 7/3/93 3,299 7/8/93— 14.99% 
16-A “ Hanford Garden Hang Lung 2,384— 2/5/93 2,382 2/ll /93~ -0.10¾ 
16-R-l Kingswood V m ^ Cheung Kong 1,989" 2/20/93 1,554 3/6/93— -21.87% 
16-R-2 South Horizo"i^ Cheung Kong 3,204 4/4/93 3,299 5/1/93— 2.98%  
16-R-3 Sunshine C i t y ~ H e n d e r s ^ 3,531 5/15/93 3,669 6/20/93 — 3.91%  
16-R-4 Hanley Villa Hang Lung 3,425_ 6/10/93 ~4,077 6/30/9~ 19.04% 
16-R-5 Greenpark V i l l ^ SHK 2,994 ~5/29/93 2,86^ 7/3/93 -4.18% 
16-R-6 GreenparkVilla SHK ~ 2,869 " V V ^ 3,299 ~7/8/93 14.99% 
16" ^ e n i c e Gardens Sino 2,094 ~2/27/93 2,6lT 7/24/93 一 27.84% 
17-A ~SouthHorizons~ C h e u n g K ^ 3,204 ~4/4/93 3,299 5/1/93 一 2.98% 
17-R-l Sunshine City Henderson 3,531 5/15/93 ~3.669 6/20/93~ 3.91% 
17-R-2 “ Hanley Villa Hang Lung 3,425 6/10/93 "4,077 6/30/93 19.04% 
1 7 �^G r e e n p f f l k V i I l i ~ �S H K ~ ^ 3,299 —7/8/93 T J ^ 9/18/93 — -4.18% 
18-A GreenparkVil l~ S H K " ^ 2,869 ~7/3/93 3,299 7/8/93 14.99% 
18-R-l_GreewarkVil la SHK 3,299~ 7/8/93 3,161 9/18/9?" -4.18% 
18 “ AvonPark ,"•�’ ' ‘ ‘’Sino 3 , 2 l f 10/16/93 3.300 1 1 / 1 3 / ^ 2.77% 
19-A “ Avon Park Sino 3,211 10/16/93 3,300 1 1 / 1 3 / ^ 2.11% 
19 ^ S e a Grest ViUa#^ S H K ~ ~ 4,106 "l2/ll /93 J j s 9 12/23/93 “ 1.29% 
20-A — Avon Park Sino 3,211 —10/16/93 3,300 11/13/93 “ 2.77% 
20 Villa Athepa；- “ ^ SHK ~ 4,457 " s m / 9 3 4,856 1/8/94 8.95% 
21-A ~Greenpark Villa “ SHK 一 3,299 —7/8/93 T J ^ 9/18/93 -4.18% 
21-R-l “ Sea Crest Villa SHK 4,106~ 12/11/93 "4,159 12/23/93 1.29% 
21-R-2 ~~Villa Athena “ SHK — 4,457 —8/14/93 4,856 1/8/94 8.95% 
21 AvonPark Sino 3,300" 11/13/93 "3,575 l/8/94~ 8.33% 
22-A Avon Park Sino 3 , 2 l f 10/16/93 3,300 1 1 / 1 3 / ^ 2.77% 
22-R-l Avon Park Sino 3，306" 11/13/93 3,575 l / 8 / 9 ~ 8.33% 
22 " SeaCrestVilla “ “ SHK 4,159 12/23/93 ~ ^ ^ 2/2/94 9.06% 
23-A Sea Crest Villa SHK 4, lQ^ 12/11/93 "4,159 12/23/93 1.29% 
23-R-l Sea Crest Villa SHK 4,15^ 12/23/93 "4,536 2/2/94 9.06% 
23 Sunshine City Henderson 4,955 2 / 5 / 9 ^ 5,370 ~5/25/94 8.38% 
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APPENDIX IIA 
SUMMARY OF 27 DATA UNDER STUDIED (CONTDMUED) 
Data Project Name Developer First sale Second sale Price Change 
No. Price Date Price Date Percentage 
W W  
24-A Hanley Villa Hang Lung 4,614 1/12/95 4,212 3/9/95 -8.71% 
24 "ciassical Garden： !/:ff Sino ~ 5,517 " u M T 4,860 4/29/95 -11.91% 
25-A - Hanley Villa Hang Lung 4,614~ 1/12/95 "4,212 3/9/95— -8.71% 
25 “ Wellive Court Henderson 5,214" 3/10/95 4,525 6/1/95— - 1 3 . 2 1 % ~ 
26-A “ Parc Royale Wheelock 4,238 10/22/95 5,236 l / 24 /9^ 23.55% 
26 “ Parc Versailles Hang Lung 3,606_ 9/8/95 "3,660 2/2/96 1.50% 
27-A “ Parc Royale Wheelock 4,23S" 10/22/95 5,236 1/24/96 23.55% 



































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































PRODUCT COMMONALITY BREAKDOWN 
Final Response Initial Action Product Commonality 
and Prior Response(s) 
Data Project Name Data Project Name Location Size Time of Sale Total Average 
No. No. Score Score Score 
1 Blessing Garden 1-A Sunshine City 2 [o 8 ^ 2 ^ ~ 
2 H.K. Gold Coast 2-A Sunshine City 2 2 8 U 17.0 
2-R-l Blessing Garden fo 2 Io 2l~~ 
3 H.K. Gold Coast 3-A Sunshine City 2 2 6 [o 15.0 
3-R-l Blessing Garden fo 2 8 20 
~4~~Hanford Garden~~^A Sunshine City 2 fo 6 fs 22.0 
4-R-l Blessing Garden j^ fo 8 2 ^ 
4-R-2 H.K. Gold Coast fo 2 8 20~~ 
4-R-3 H.K. Gold Coast fo 2 To W ~ 
p 5 H.K. Gold Coast 5-A Sunshine City 2 2 6 fo v f 3 ~ 
5-R-l Blessing Garden i^ 2 8 20 
5-R-2 Hanford Garden fo 2 j^ W 
6 Redhill Peninsula 6-A Sunshine City 0 0 4 4 ^ ~ ~ 
6-R-l Blessing Garden 0 0 6 6~~ 
6-R-2 Hanford Garden 0 0 8 8 ~ 
7 Kingswood Villas 7-A Sunshine City 2 " T o 4 ^6 n l ~ 
7-R-l H.K. Gold Coast 2 2 6 f T " 
7-R-2 H.K. Gold Coast 2 2 8 [ ^ 
7-R-3 Hanford Garden 2 fo 8 20 
7-R-4 H.K. Gold Coast ~ ~ 2 2 8 f T " 
7-R-5 Redhill Peninsula 0 0 fo 10 
, H . K . Gold Coast 8-A~~Hanford Garden 10 ~~2 4 16 13.0 
8-R-l Kingswood Villas 2 2 6 f ^ 
I I ‘ I I = I I I ——s:^s=L»^»»»_^ 
9 Kingswood Villas 9-A Hanford Garden 2 10 10 22 22.0 
f-^10^ Kingswood Villas 10-A Hanford Garden 2 i^ [o 22 22.0^ 
11' South Horizons 11-A Hanford Garden 0 ~ 2 ~ 6 ~ ~ 8 ~ ~ ~ ~ ^ ~ ~ 
= = = s = s = = = = = = I ： • ~ ~ - — •  
1'2入 SunshineCity 12-A Hanford Garden 2 10 2 ~~M~~~iT5~~ 
12-R-l Kingswood Villas 2 Fo 4 ^ 
12-R-2 South Horizons 0 2 8 fo"" 
13 Hanley Villa 13-A Kingswood Villas 2 6 ~ 4 12 ~~14.7 
13-R-l South Horizons 0 6 8 14  
13-R-2 Sunshine City 2 6 [o f ^ 
14 Greenpark Villa 14-A Hanford Garden 2 10 2 M f ^ “ 
14-R-l Kingswood Villas 2 [o 4 [ ^ 
14-R-2 South Horizons 0 2 6 8 ~ 
14-R-3 Sunshine City ~ ~ 2 [o io ^ 
14-R-4 ~Hanley Villa 4 6 Io W ~ 
— — • ^ ^ ^ — ^ a w M ^ t — ^ ^ — ^ ^ ^ — ^ — ^ ^ ^ a i ！ « a a — l « B — ^ t J l ^ ^ ^ ^ a ^ ^ ^ — — : ^ » ^ ^ ^ ^ ^ ^ ^ , ^ — — — ^ 
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APPENDIX IIA 
PRODUCT COMMONALITY BREAKDOWN (CONTINUED) 
Final Response Initial Action Product Commonality 
and Prior Response(s) 
Data Project Name Data Project Name Location Size Time of Sale Total Average 
No. No. Score Score Score 
15 Greenpark Villa 15-A~~Hanford Garden 2 io 2 M 15.6 
15-R-l Kingswood Villas ~ 2 [o 2 M ~ 
15-R-2 South Horizons 0 2 6 8 ~ 
15-R-3 Sunshine City 2 fo ^0 W ~  
15-R-4 Hanley Villa ~~"4 6 [o W 
16 Venice Gardens 16-A Hanford Garden 10 10 0 20 H J ~ 
16-R-l Kingswood Villas 2 i^ 2 [ 4 ~ 
16-R-2 South Horizons 0 2 6 8~~ 
16-R-3 Sunshine City 2 Io 8 2 0 ~ 
16-R-4 Hanley Villa 2 6 fo f s " 
16-R-5 Greenpark Villa 2 i[o fo 2 ^ 
16-R-6 Greenpark Villa 2 [o fo 22 
17 Greenpark Villa 17-A South Horizons 0 2 2 4 12.7 
17-R-l Sunshine City 2 Fo 6 i ^ 
17-R-2 Hanley Villa 4 6 6 [ ^ 
18 Avon Park 18-A Greenpark Villa ~ ~ I o 6 6 ^ 23.0 
18-R-l Greenpark Villa [o 6 8 2 ^ ~ 
19 I Sea Crest Villa 19-A ~~Avon Park~~~ 2 10 8 20 20.0 
I III T" 1 I I  
20- Villa Athena 20-A Avon Park 2 6 8 16 16.0 
梦 Avon Park 21-A~~Greenpark Villa i^ 6 4 ^ 20.0 
21-R-l Sea Crest Villa ~ " 2 fo [o H T 
21-R-2 Villa Athena 2 6 fo W ~ 
"22 :\ Sea CrestVilla 22-A Avon Park 2 Fo 6 W~ 20.0 
22-R-l ~"Avon Park 2 fo fo 22 
23 Sunshine City 23-A~~Sea Crest Villa 2 fo 2 14 15.0 
23-R-l Sea Crest Villa 2 io 4 1 ^ 
24 Classical Garden 24-A Hanley Villa 4 6 8 fg f 8 ^ ~ 
25 WeIlive Court 25-A Hanley Villa 0 6~~ 6 12 12.0 
26 Parc Versailles 26-A Parc RoyaIe 4 10 [5 24 2 4 ^ ~ 
27 WoodlandCrest 27-A Parc Royale 4 10 8 ~~22 22.0 
Mode 2 10 8 22 22 
Average 3.3 6.2 6.9 16.3 16.2 
Minimum 0 0 0 4 2 
Maximum 10 10 10 28 24 
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APPENDIX IV 
SUMMARY OF PRIMARY DATA 
Date of Project Name Block(s) Developer ~~Locat ion General General Average Average 
Sale FlatSize Flat Size Flat size price 
(sq.ft.)- (sq.ft.)- (sq. ft.) ($/sq.ft) 
low high  
3/2/92 Blessing Garden Block 3 Sun Hung Kai Tuen Mun s T s ~ 590 554.0 2,539.0 
4/23/92 Sunshine City Block A Henderson Ma On Shan 4 ^ ^ 5 I ^ 3,291.0 
5/14/92 Sunshine City Block C Henderson Ma On Shan 4 ^ ^ 5 T ^ 3,414.0 
6/6/92 H.K. Gold Coast sino Tuen Mun ^ 8 ^ 7 ^ 2,992.0 
6/16/92 Blessing Garden Sun Hung Kai Tuen Mun sTs 5 % 5 ^ 2,594.0 
6/25/92 Hanford Garden Block 2 Hang Lung Tuen Mun ^ rR> 6 ^ 2,726.0 
6/27/92 H.K. Gold Coast Block 9 Shw Tuen Mun 689 1,702 1,195.5 3,194.0 
7/18/92 H.K. Gold Coast ^ Tuen Mun ^ f | ^ " " " 1 , 1 9 5 . 0 3,294.0 
7/30/92 Hanford Garden Block 3 Hang Lung Tuen Mun 5 M W^ 6 ^ 2,763.0 
8/1/92 Kingswood Villas ‘ ~ Cheung Kong Tin Shui Wai m 824 7 ^ 2,298.0 
8/1/92 Redhill Peninsula ~ ~ B l o c k s 6,7 Sino Island South i 3 8 l f ^ ^ l 1,386.0 4,259.0 
8/2/92 H.K. Gold Coast ^ Tuen Mun ^ 1,702 1,201.0 3,390.0 
9/1/92 Redhill Peninsula sii io Island South V ^ \ 3,443 2 ,367 .0"~4 ,214 .5 
9/4/92 Kingswood Villas Cheung Kong Tin Shui Wai m m W 1 2,321.0 
11/12/92 H.K. Gold Coast Block 7 Shio Tuen Mun m 1,702 1 ,201 .0~~3 ,439.0 
2/5/93 Hanford Garden Block 7 Hang Lung Tuen Mun 5 ^ m 66l^0 2,384.0 
2/11/93 Hanford Garden Blocks 3,4,5,6 Hang Lung Tuen Mun 5 ^ 776 6 ^ 2,381.5 
2/20/93 Kingswood Villas ~ B l o c k s 1 , 5 ~ Cheung Kong Tin Shui Wai 5 ^ ^ 6 ^ !’卿。 
2/27/93 Venice Gardens Block 1 Sino Tuen Mun 5 ^ ^ 5 ^ 2,094.0 
3/6/93 Kingswood Villas ~ B l o c k s 3 , 4 ~ Cheung Kong Tin Shui Wai 5^3 ^ 6 ^ 1,554.0 
4/4/93 South Horizons Blocks 20,21 Cheung Kong Ap Lei Chau 1 ^ f ^ 1,179.0 3,203.5 
5/1 /93 South Horizons Blocks 19 ,23 Cheung Kong Ap Lei Chau m vj^~~1,177.5 3,299.0 
5/15/93 Sunshine City Block P Henderson Ma On Shan i ? i 5^ 4fhd 3 ,531 .0 
5/29/93 Greenpark Villa Blocks 2 , 5 ~ Sun Hung Kai ~ F a n l i n g ^ 848 7 4 ? ^ 2,994.0 
6/10/93 Hanley Villa Block 1 Hang Lung Tsuen Wan 7I0 ^T5 8 l ^ 3,425.0 
6/20/93 Sunshine City Block R Henderson Ma On Shan 4 ^ m 5 ^ 3,669.0 
6/30/93 Hanley Villa ~ B l o c k s 5,7 Hang Lung Tsuen Wan m ^ 9 ^ 4,077 0 
7/3/93 Greenpark Villa Block 3 Sun Hung Kai ~ ~ F a n l i n g ^ g ^ ^ ^ 2,869.0 
7/8/93 ""^ 6叩31让乂丨丨丨3 Block 6 Sun Hung Kai ~ F ^ ^ m 8 ^ % 3 T Q ~ ~ 3 3 9 Q 
7/24/93 Venice Gardens Block 2 ^ Tuen Mun 5^5 ^ 5 ^ 2,677 0 
8/14/93 Vil laAthena Block 2 Sun Hung Kai M a O n Shan 5 ^ 1 ¾ § 1 ^ ~ ~ 4 457 0 
9/18/93 Greenpark Villa — Block 1 Sun Hung Kai ~ M ^ [ ^ m ^ ^ ^ ^61 0 
10/16/93 Avon Park 一 Block 5 Shw M i ^ i JTs ^ JfTs~~3'211.0 
11/13/93 Avon Park Sino ~ ~ ^ n l i n g " T i s m 5 7 ^ ~ ~ 3 ^ 3 0 0 . 0 
12/11/93 SeaCrestVi l la — Block 10 Sun Hung Kai Sham Tseng M 4 837 ^ ~ ~ 4 1 0 5 0 
12/23/93 Sea Crest Villa Sun Hung Kai Sham Tseng 5 ^ gJ? ^ ~ ~ 4 , 1 5 9 0 
1/8/94 Avon Park 一 ~ ~ S i l w Fanling sTs 6 ^ 5 7 7 l ~ ~ 3 , 5 7 5 0 
1/8/94 Villa Athena Sun Hung Kai Ma On Shan W s [；0^ W s ~ ~ 4 , 8 5 6 . 0 
J / 2 / 9 4 Sea Crest Villa Sun Hung Kai Sham Tseng 544 ^ m~5~~4,535.0 
2/5/94 Sunshine City Henderson Ma On Shan ^ ^ 5 7 ^ 4 955 0 
5/25/94 SunshineCity H e n d e r s o n ~ ~ M a O n Shan 46 l 8 ^ ^ ~ ~ 5 370.0 
n / 7 / 9 4 Classical Garden 一 ~ ~ ^ T ^ 6 n ^ ^ ~ ~ 5 , 5 1 7 0 
1/12/95 Hanley Villa Hang Lung Tsuen Wan 1 ¾ U ^ ~ ~ T J ^ " ~ 4 , 6 1 4 . 0 
3/9/95 Hanley Villa ~ H ^ n g Lung Tsuen Wan U ^ U ^ ~ " 1 , 1 7 8 . 0 4,212.0 
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APPENDIX IV 
SUMMARY OF PRIMARY DATA (CONTmUED) 
Date of Project Name Block(s) Developer Location General General Average Average 
Sale Flat Size Flat Size Flat size price 
(sq.ft.)- (sq.ft.)- (sq. ft.) ($/sq.ft) 
|ow high  
3 /10 /95~~Wel l ive Court Henderson Ho Man Tin m ~ ~ 818 814.5 5,214.0 
4/29/95 Classical Garden sIno Tai Po ^ U J l 908.5 4,860.0 
6/1/95 Wellive Court Henderson Ho Man Tin Wl m 8 l ^ 4,525.0 
9/8/95 Parc Versailles Hang Lung Tai Po U ^ U ^ ~ ~ ~ 1 , 1 4 6 . 5 3,606.0 
10/22/95 “ P a r c Royale Wheelock Shatin W \ i 7 ^ 1,297.0 4,238.0 
10/28/95 Woodland Crest Sun Hung Kai Sheung Shui 1,049 1,179 1,114.0 3,498.0 
1/24/96 Parc Royale Block 3 Wheelock Shatin ^ 1,226 1,100.5 5,236.0 
2/2/96 ParcVersailles Hang Lung Tai Po 1,093 1,230 1,161.5 3,660.0 
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